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Abstract 
The Norwegian infrastructure market experiences a development of larger projects with bigger budgets than ever before. This paper 
provides an overview of the current situation in the Norwegian rail and road infrastructure market, in order to grant contractor and 
client input on how value can be increased through efficient procurement and contract models in the future projects. The papers 
addresses the following research questions: What are the biggest opportunities and challenges of operating on the Norwegian 
infrastructure market for the clients and contractors? How can we ensure a healthy competition on the Norwegian infrastructure 
market? An initial literature study was followed by fourteen semi-structured open-ended interviews with key persons involved in 
one rail and three road projects, respectively. These case specific interviews were supported by six semi-structured interviews with 
experienced practitioners. Our findings present several challenges and possibilities of being on the Norwegian market. The 
identified factors, such as cultural differences and political stability makes the market challenging and preferred at the same time. 
We also found that clients can increase the international competition by offering contracts that are written in English, contracts of 
a certain size and by letting the contractors handle the design phase themselves. The public clients find themselves in a position 
where they feel an obligation to protect the established contractors, but at the same time attract new ones.  This study is limited to 
projects where the contract is signed after 2012, and with a net value above 40 million euros. Due to an ongoing change in the 
market, where new contractors win several large-scale projects, it becomes important to identify the opportunities and challenges 
that occur when the competition in the market increases. The paper describe how clients can facilitate for a healthy competition 
and also successful projects in the near future. Some of the opportunities and challenges may also exist in other infrastructure 
markets, which may make the results usable for not only the Norwegian public clients, but also construction clients in other parts 
of the world. 
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1. Introduction  
The future investments on the Norwegian infrastructure market surpasses the levels of the last decades by far. To 
meet this portfolio of projects in an efficient manner, public clients has acknowledged that international competition 
is inevitable. The Norwegian government, and the public clients have ambitious goals, when it comes to new road and 
rail projects. As a consequence, the competitive environment in the Norwegian infrastructure market is changing 
rapidly. Most significantly, contracts are increasing in both size and complexity, rendering the Norwegian market 
highly interesting for international actors. The severe financial situation witnessed by several European countries has 
affected many contractors’ home markets. Low activity and high competition, especially in the Southern parts of 
Europe, draws the attention of several contractors to compete in the Norwegian market. The portfolio of planned large-
scale infrastructure projects in Norway is another reason why the international contractors now consider the 
Norwegian market as highly attractive. In 2016, the total budget allocation for railroad and road projects is set to 40 
billion euros. This represents an increase of about 10 % as compared to the 2015 budget. Following this, the Norwegian 
market is by many contractors seen as the most attractive market in Europe right now. 
With a growing market, and new international contractors submitting tenders, the question of how this will affect 
the Norwegian market imposes itself. Equally interesting, in fact, is the question of how it affects the competitiveness 
of the established Norwegian contractors in the market. Due to the unprecedented inflow of international competitors, 
it is not strange that established contractors feel a certain pressure. As the competition is increasing, a main inquiry 
for traditional actors, is if the established ones are capable of handling the largest contracts being announced. To set 
things in perspective, the largest infrastructure project implemented in Norway before 2009 had an investment value 
of about 100 million euros. In 2015, the largest infrastructure project in Norway ever, the Follo-Line project with a 
total value of 900 million euros, was initiated. This illustrates the ongoing development of contract size in the 
Norwegian market. According to official plans the frame of investment for the period between 2018-2029 has a value 
of approx. 7 billion euros per year.  In comparison the National Transportation Plan for the period from 2006-2015 
had a yearly frame of about 1,9 billion euros. The increasing dimensions of projects, and the volume of projects to 
come represent opportunities for both the clients and the contractors. It can be challenging, however, to ensure a 
healthy competition and that the total gain from the projects for and the actual users of the roads and railroads is 
optimal.  
The research presented in this paper has addressed the following two research questions: 
x What are the most significant opportunities and challenges of operating on the Norwegian infrastructure market 
for the clients and the contractors?  
x How can a healthy competition on the Norwegian infrastructure market be assured? 
The first research question maps the different opportunities and challenges in the Norwegian market. The answers 
are related to why so many contractors choose to compete in the Norwegian market and what kind of challenges the 
different actors are facing today. However, the second research question shows that we are not only interested in how 
the situation today is affecting the competition. We also seek to investigate how the authorities in the future can 
facilitate for a market that attracts new contractors, but at the same time develop the already established contractors.  
2. Theory 
The public clients in Norway are changing their strategy in hope of reducing costs and optimizing the total gain. 
According to Ballard, et al. [1] the investment costs potentially can be reduced by letting the contractor take all the 
risk in terms of announcing Design-build contracts. According to Ghavamifar and Touran [2], the Design-build 
contracts may also reduce the project duration and minimize the conflicts between the project parties. Due to changing 
contract strategies, a large number of new contractors have entered the Norwegian market.  
Large international contractors face several challenges when they try to enter new markets. Their entry is always 
related to risk. Chen [3]conclude that the contractors can enter different markets with different strategies, and two 
contractors establishing a joint venture-company is a well-known strategy. Gabriel [4] says that Portuguese contractors 
prefer establishing a joint venture together with a local company in new markets, in order to get local expertise in the 
project organization. Having the local knowledge in a market can be crucial for success in many ways. 
Underestimating the consequences of both language and cultural differences can be fatal for the contractors when 
 Jan Erik Duvholt et al. /  Energy Procedia  96 ( 2016 )  855 – 867 857
operating in a new market Carpintero [5]. Contractors who have similar cultural relations and speaks the language that 
is used in the market do have a great history of making success when entering these markets. Carpintero [5] refers to 
the many Spanish contractors who have succeeded when implementing projects in both Latin- and South-America 
because of their advantage from only small cultural and linguistic differences. The importance of the cultural factors 
is also supported in Öz [6], as he refers to the Turkish contractors having successfully entered the construction market 
in other countries. He relate their success to the Turkish contractors’ ability to adapt and a high cultural proximity to 
several construction markets in European countries. 
Chen and Messner [7] stresses the importance of following country related factors when contractors are considering 
an entry-strategy for new markets: 
x Laws and regulation  
x Political and economic stability 
x Corruption 
x Currency 
Even though many countries are following the same international laws and regulations, new contractors still have 
to know and interpret the national laws, the local policy guidelines and taxation rules given by the authorities. Failing 
to adapt a business plan to this can cause projects with bad profits [8]. The political and economic stability of the 
country can be a big challenge in terms of guaranties for the contractors to get paid for their work. The political 
stability may also affect the promises made for future projects, which can be a factor that the new contractor has 
considered when determining whether to establish an organization in the respective country or not. These factors are 
also directly related to the risk of corruption in the country, as a country with a tradition of corruption can make it 
difficult for any contractor to play by the legal rules and win projects. According to Diawara [9], many of the African 
markets are strangled by corruption, something which makes contractors prefer markets in other parts of the world. 
Although there are many challenges and risk factors when considering projects in new markets, contractors will still 
seek for new markets with possibilities for projects with high profitability. The currency fluctuation in the market may 
be seen as a big risk factor, but many contractors also see it as a great opportunity to make good profit. Still, Ling and 
Hoi [10]concludes that many of the Singapore construction firms that took the fluctuation risk when entering the 
Indian market, have turned out to be non-profitable investments.  
A well-functioning market is crucial for getting the most out of the invested funds. This also off course applies to 
infrastructure projects. To ensure competition and international competition on a market there are several challenges, 
for example threating new and established contractors on equal terms. For the public clients there are strict regulations 
for selecting the right contractor and enter into contract. The political environment and the economic environment is 
stable in Norway, and this gives good reason for entering the market, however to have a well-functioning market it is 
important that rules and regulations have the same consequences both for new and established contractors. The new 
contractors claims that one of the entry barriers contractors claim that the laws for taxes and working environment is 
formulated in such a way that it gives different consequences for the contractors. This is supported by Chen [3] as he 
claims that some government policies (i.e tax policies) may be given in such a way that the foreign and local 
contractors do not grant mutual benefits of them. Other factors that applies to the market is the amount of projects, the 
project size, and last the frequency of projects. It is important that the public clients contribute to a stable and well-
organized market. The growth of the market, meaning both the size of the projects, and the number of projects has to 
be conform, so that the established contractors that want to build their organization accordingly, has a clear perspective 
of similar jobs in the future. This also applies to new contractors that want to enter the market and establish an 
organization in Norway. 
3. Research method 
Due to different constellations and foreign ownership, the contractors are divided into two groups, notably new and 
established. In order to be called an established contractor, the first submitted tender by the contractor has got to be 
after 2012. If the contractor has been submitting tenders in the market for more than four years, they classify as 
established. The minimum investment limit is set to approx. 40 million.  
A document study of the tender protocols from the National Public Roads Administration in the period between 
2009-2015 was carried out in order to see, firstly, the development in contract sizes, and, secondly, which contractors 
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– both new and established – have joined the tender process. All tender protocols from projects with cost above 40 
million euros announced by the National Rail Administration was also handed out explicitly for our project, as not all 
of the information in these protocols is easily available to the public. This means that we could only use the total sum 
of the project and not detailed information about the tenders. 
The research started with a literature study carried out in four steps, as described by Blumberg, et al. 
[11]Due to limited research of the market and competitive situation on the Norwegian infrastructure, the literature 
study focused on how other infrastructure markets in other countries have evolved. The study also included what kind 
of challenges and opportunities contractors are facing when entering foreign markets, as well as how different contract 
types affects time, quality and costs in different projects.  
The initial literature study was followed by fourteen semi-structured open-ended in-depth interviews with key 
persons involved in one rail and three road projects. Multiple-case study was selected as method, as it can help to 
provide a holistic and real-world perspective (Yin [12]). The two biggest road and rail projects in history in Norway 
are among these four, namely the Follo-line project and the E39 Kristiansand-Trondheim project. The projects were 
chosen specifically because of their size, complexity and that the projects are being partly implemented by new 
contractors with little or no experience of implementing projects in Norway. These case-specific interviews were 
supported by six semi-structured interviews with experienced practitioners in higher management positions. These 
experienced practitioners were from all three respective sides of the industry, established contractors, new contractors 
and public clients, in terms of getting a clear picture of the market as a whole and not only from one perspective. After 
request, one of the participating respondents is anonymous, while the others accepted that their answers were public 
available.  
 Table 1. List of interviewees and their respective employer 
Employer Site Manager Project 
Manager 
Project 
Director 
Country 
Manager 
Other Total pr. 
employer 
Public Clients  8 1  3 12 
Established contractor  3 2  1 7 
New contractor 1 2  3 2 8 
Total number of interview objects      27 
 
The interviews were carried out mainly on site, the same questions were asked on all management levels, and the 
same questions were asked to all interviewed objects, so that the answers would be more comparable. We interviewed 
site managers, project managers, project directors and country managers. A total of 27 persons from the public clients, 
established and new contractors were interviewed. The interviews lasted on average 1, 5 hours. The questions from 
the interview guide formed the basis of the interviews, but the interviewees were allowed to interpret the questions 
from their point of view. Therefore, some of the questions were of a more general nature, and some were pointed 
specifically to the contractors and to the clients.  
4. Findings 
4.1. Present situation in the market 
Some of the findings were identified using tender protocols from the public clients. These protocols show which 
companies participated in the tender process, how high their bids were and what the winning company was. From the 
results of the document study, it is possible to get an overview of the current situation in the market, compared to how 
it was back in 2009. The protocols show that the contractors’ origin not only from European countries, but also from 
countries like China, US and South Korea.  
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The findings in the protocols allow us to see the actual increase in both number of competitors and the amount of 
projects that are being announced in the different investment scales. It also shows us the market shares of the new and 
the established contractors.  
 Table 2. Showing percentage increase of projects over €40M and number of new and established contractors in 2009-2010 compared with 2014-
2015. 
 Projects over €40M Number of new contractors 
competing in this segment 
Number of established contractors 
competing in this segment 
2009-2010 13 3 10 
2014-2015 27 8 13 
Percentage increase 108% 167% 30% 
 
 Table 3. Showing percentage increase of projects over €70M and number of new and established contractors in 2009-2010 compared with 2014- 
2015. 
 Projects over €70M Number of new contractors 
competing in this segment 
Number of established contractors 
competing in this segment 
2009-2010 3 1 10 
2014-2015 14 17 9 
Percentage increase 367% 1600% -10% 
 
The findings from projects over 40 million euros shows that there has been a large increase in this scale of projects. 
Between 2009 and 2010 there were 13 projects that had an investment value over 40 million euros. There were three 
contractors that could be classified as new. It also has to be said that none of these contractors have successfully 
established themselves in the Norwegian market, as none of them won any tenders published by the public clients in 
2009-2010 and still none of them have won any tenders. One of these contractors have also went bankrupt. Back then, 
all of the tenders over 40 million euros were won by established contractors. Compared to 2014-2015 the amount of 
projects above 40 million euros were more than doubled as the amount increased to 27 projects. The number of new 
contractors also increased from 3 to 8. What has to be said, is that the number of established contractors also had an 
increase of 30%. This means that smaller contractors already established in the mid-size segment have taken a step 
up, and compete about projects with bigger investment values. As the number of them have had an increase, this may 
show that the clients have partly succeeded in developing the established contractors. Even though the number of 
newcomers have increased, the established still have a market share of 67% in the projects above 40M euros.  
The findings from projects over 70M euros show that there has been a tremendous increase of projects in this scale. 
In 2009-2010, there were a total of 3 projects that had an investment value over 70M euros and in 2014-2015 there 
were a total of 14. The number of new contractors in 2009-2010 was 1 and in 2014-2015 there were a total of 16. This 
may be explained as a negative trend being that the number of established contractors in 2009-2010 competing in this 
segment was 10 contractors. In 2014-2015, the number had decreased to a total of 9. This may be a consequence of a 
too quick development towards increased contract sizes. It would have been best for the clients if the number of 
established contractors increased, rather then decreased, in this segment as well. It also has to be said that the 
newcomers have a higher winning rate in the segment with projects above 70 million euros, compared to the segment 
of projects over 40M euros, as the established contractors have a market share of 63%. 
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4.2. The principal opportunities and challenges on the Norwegian infrastructure market  
The Norwegian Government has stated in their National Transport Plan (2014-2023) that they will announce 
several infrastructure projects in the near future, and that they will implemented some of them in ways that are not 
common in Norway. They are planning to announce more design and build contracts of a considerably larger size than 
before, as they believe this potentially can lower the investment costs. They also say that this approach are crucial for 
making the Norwegian market sufficiently competitive, as they strive to facilitate for new contractors to enter the 
market. The public infrastructure clients say that the entry of new contractors is necessary to have enough qualified 
tenderers for the large projects in the pipeline.  
The new contractors confirm that the approach with large design and build contracts is important. They also 
mentioned that having English as contract language, as they decided on the Follo Line-project, is something all 
stakeholders will benefit from. Their opinion is that the new contractors do not benefit more from this than the 
established, as the language skills of a Spanish contractor is just as good as of a Norwegian. The foreign competitors 
will stay, regardless of the language, as the new contractors already submit tenders for projects with Norwegian as the 
main language. They say that they are used to competing in countries where the contracts are written in the respective 
countries’ language.  
Another approach that can attract new contractors to Norwegian infrastructure market is use of Tunnel Boring 
Machines (TBM), Design and Build (DB) and Private Public Partnership (PPP) contracts in both present and future 
projects. The established contractors lack experience from use of TBM when doing tunneling projects. This is – by 
far – more commonly used in other countries in the world. According to the interview client representatives, who have 
been travelling around Europe to collect international experiences, TBMs are widely used in countries such as Austria, 
Switzerland and Italy. For them, it is no surprise that new contractors were involved in 2 out of the 3 last Norwegian 
TBM projects, as the established contractors lack expertise on these type of projects. Design and build contracts are 
also very common in the rest of the Europe, and it is the type of contract preferred by all the interviewed new 
contractors. The new contractors also say that they prefer large and also complex projects, while they find it difficult 
to compete against established contractors on traditional projects, with for example construction of a straight road that 
is 2 km long or a drill and blast tunnel project where the established contractors are among the fastest ones in the 
world.  
Even though the complexity of the project is important, according to all interviewees, the size of the projects do 
matter. For the new contractors to take the establishing cost of a local branch or organization in Norway, the projects 
must have investment costs of minimum 70 million euros. According to the interviewed clients, The National 
Transport Plan has granted the new contractors’ wishes by promising to announce several projects above 70 million 
euros in the near future. 
The established contractors may not have the same expertise on mega-projects, design and build contracts and 
TBMs as many of the newcomers have got. Some of the clients say the established contractors should grab the 
opportunity from learning from the very best, as they now have to compete in the same market. Establishing a Joint 
Venture is a common entry-strategy for new contractors, and according to the clients, it is also a great possibility for 
gaining valuable experience. Joint Ventures between the established and the new contractors have been made in 
contracts where the new contractors possess expertise the established lack, for example on TBMs. The entry of the 
newcomers also represents an opportunity for the established contractors to get an international network, and future 
advantages if they decide to enter markets in other parts of the world. In combination with a tougher competition on 
their home market, that can make them competitive enough not only to compete nationally, but also internationally. 
The clients refer to Norwegian oil and gas service companies that experienced tough competition and a demand for 
fast growth in their early years, as the announced contracts increased both in number and size. Thanks to the 
competition from all the newcomers entering their market 20 or 30 years ago, many of the Norwegian oil and gas 
service companies are now operating worldwide.  
At last, the opportunities do not only rely on the big amount of projects or the entry of the newcomers. The 
Norwegian government is among the richest governments in the world, which means that their financial backbone is 
solid, and the contractors can also be expected to get paid for their work. The political risk in the country is also 
considered as low, which makes the market predictable, not only regarding the payments, but also regarding the 
amount of projects that will be announced in the future.  
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According to all interviewees, you can’t just focus on the opportunities as there are many challenges that both 
clients and contractors are facing when operating on the Norwegian market.  All of the established contractors carries 
out about the tremendous amounts of disputes that they are having with the clients. They say that the relationship 
between them and the clients is worse than ever. Instead of coming to agreements on site, most of the cases is drawn 
to the court.   
A challenge for the new contractors is the complex law and regulations that they have to be familiar with. They 
say that the legal aspect is challenging in every market where they operate in, although some are worse than others, 
like the peculiarity of the anti-mafia law in Italy, which is very heavy and intricate. The language barriers are also 
considered as a challenge. Follo Line-project is the only project where the contractual language is English. For the 
rest of the large projects in Norway the main language in both the contracts and meetings is Norwegian. This forces 
the newcomers to recruit interpreters to work with them under the meetings, or to hire engineers and project managers 
who knows both languages.  
There are also some cultural differences between the new contractors and the established. The new contractors tend 
to have a more hierarchical build-up in their organizations while the established are used to a have a flat organization 
on the projects. Both ways to organize have pros and cons, and the new contractors considers their way of organizing 
as more structural and easier to control as the individual worker has less freedom compared to the ones in a flat 
organization. One of the established contractor mentioned this as a challenge when operating together with a new 
contractor in a joint venture. The differences in how they organize led to some disputes according the implementation 
of the project. This also led to lower cooperation between the companies and more individualistic approach from each 
company as they kept focus on their own part of the contract and let the other mind their own business.  
At last, the main challenge for all of the new contractors is of course the lack of local knowledge. When they come 
as new contractors, they do often not know which suppliers that have a solid reputation, which consultancy firms that 
are well experienced, what’s considered as a low price for materials and machines and at last which project managers 
that are easy to cooperate together with at the client’s office. Many of the new contractors are trying to get the local 
knowledge by hiring project- and site managers from the established contractors.  This is a big challenge for them as 
the Norwegian workers are considered as very loyal, and do often stay at the same firm through their whole lives. 
4.3. Ensuring healthy competition 
The Norwegian infrastructure market has seen a severe development over the last 10 years. With bigger projects 
and more contestants in the market, it is important that the authorities are able to ensure a healthy competition in the 
market. Norway is a regulated society, meaning that a new contractor has to really put an effort understanding the 
rules and regulations that apply to them. Especially the labor regulations and the so-called “green card” policy is 
something that new contractors are not used to. The regulations on different fields, within for example blasting, are 
very strict and the demands for documentation regarding the demands for qualifications of key personnel are high. On 
the Follo-line project the Norwegian National Rail Administration worked proactively by arranging workshops for 
the contractors, so that they could learn how to deal with the rules and regulations before entering the market. These 
workshops were available for everyone in the infrastructure sector, but still some of the established contractors see 
this as a distortion of competition, since they already had the necessary knowledge and experience on these topics. It 
is also known that Norwegian National Rail Administration gave a bullet-point list to the contractors after they signed 
the contract that included important factors such as permissions they needed to have to be able to start their work, and 
also recommendations for which subcontractors to hire. The clients defend their actions by saying that they are only 
helping the new contractor after they have signed the contract, which still makes the competition fair. 
The established contractors stress the importance of having competition on equal terms. The responsibility of 
having competition on equal terms lies mainly in the hands of Norwegian Road Administration and Norwegian 
National Rail Administration, but also other public authorities have to be aware about this, as for example the 
Norwegian Labor Inspection Authority and the Norwegian tax administration. The rules and regulations has to be in 
such a way that all contractors compete on equal terms when it comes to tax rates and labor times. Many of them feel 
that with today’s laws and regulations the new contractors often get advantages, for example by not being registered 
as a Norwegian company, and thereby avoiding Norwegian tax-laws. It must be mentioned that the public clients can 
demand in their contract that the international companies found a Norwegian subsidiary to compete on the market.  
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It is also important to mention that many of the Norwegian workers are members of unions, and therefore have 
their rights accordingly, which the foreign workers do not have. This means that for example the minimum vague for 
Norwegian tunnel worker is double compared to the minimum vague of a foreign worker. Labor cost is an important 
factor for the companies the minimum wages are an important factor. It is a challenge the established contractors that 
the wage level is so high for the Norwegian workers, thereby creating a competitive disadvantage for them as they are 
forced by the Norwegian working act to pay the organized workers minimum wage. Ever since the borders where 
opened, especially to Eastern-European countries there has been a great number of non-organized workers coming to 
Norway. The established contractors may evidently also hire the non-organized foreign workers.  
The fact that Norway is a part of the European Economic Area-agreement, where there are strict rules that apply to 
the tender-processes, means that every contractor that are qualified submitting tender may do so, regardless of their 
nationality. This means it is not possible to, in any way exclude international or foreign contractors to protect the home 
market.  
The norm for a road and rail projects in Norway has been to divide larger projects it into several parcels and 
announce them as design-bid-build (DBB) contracts. Meaning that the contractor is not responsible for the design, but 
only the construction phase. This model creates many interfaces that the public clients have to manage, which has a 
higher cost, and is time inefficient, according to the clients. Over the 3-5 years, there has been changes to this practice. 
The contracts are now larger as the clients consistently try not to divide one project into several small ones. The clients 
are also giving the contractors more freedom, in terms of giving them the responsibility for both the design and 
construction phase, by announcing design and build (DB) contracts. The complexity of the projects also increases as 
the clients demands advanced products in terms of both architectural and technical solutions. The new contractors are 
also much more familiar with the design and build contracts compared to the established ones in Norway. According 
to the clients, the new contractors may have an advantage in these types of contracts, as some of them also have design 
teams in-house.  Many of the new contractors are also ranked as some of the largest contractors in the world and they 
have a mobile organization to move cross boarders, meaning they are versatile and able to implement several large 
projects at once.  
In the document study, one saw that the biggest contract in 2009 was about 100 million euros. In 2015, the biggest 
road contract was 240 million euros, and the biggest rail contract was about 950 million euros. This shows that the 
contracts sizes have increased quickly, which is a concern for many of contractors as many of them will not be able 
to compete in these big projects alone. Some of the established contractors are especially concerned about the mid-
size construction firms, as there are fewer mid-size projects being announced due to the clients’ wishes of announcing 
projects as a whole and not by dividing them. The large contractors are also facing threats, as the contractors also are 
getting too big for them. For the established contractors that were interviewed for this paper, the maximum size they 
are willing to bid is around 300 million euros. Meaning that above this limit, you will have to depend on new 
contractors to submit tenders, or that some of the contractors submit tenders in partnership with others. The clients do 
think that the largest companies always find a way to interact with the challenges regarding big contracts, but they are 
much more concerned about the mid-size construction companies as they face fatal consequences if they do not 
manage to cope with the challenges in a proper way. The largest construction companies also benefit from operating 
in several sectors such as housing, commercial buildings, property development and so on. Most of the mid-size rail 
and road construction companies are only operating in the infrastructure sector, which makes them vulnerable if the 
competition is too though, because of the low amount of mid-size projects. 
The Norwegian ministry of Transport and Communication has funded a new company Nye Veier AS, which is a 
publicly owned limited company that should work in parallel with Norwegian Road Administration in implementing 
the road projects in the future. Their mandate is to build faster, more cost efficient and to build more continuous that 
what one has seen before. Norwegian National Rail Administration is also going to reorganize from 01.01.2017, to a 
similar model as Nye Veier AS, but instead of founding a new company, they reorganize as an entity within the 
existing Norwegian National Rail Administration. The founding of Nye Veier AS and the reorganization of Norwegian 
National Rail Administration will ready them for bigger DB contracts, and put them in a position to implement 
continuous cost effective projects, at least that is the goal. 
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5. Discussion 
The authors do think that the Norwegian market is having a major change due to the large income of new 
contractors. The way the new contractors describes the Norwegian market – as the most attractive market in Europe 
– is a fitting and well-earned description. A market that isn’t isolated from foreign competition and who does have 
many new contractors is most likely also a competitive market. A competitive market is something the Norwegian 
authorities have been striving for the past years, in order to make sure that they do have a sufficient amount of 
competent contractors to submit tenders for the large amount of future projects. The bad financial situation of several 
large infrastructure markets is may be seen a positive factor for the Norwegian market as the client potentially could 
pay less for good infrastructure systems as we do think the competition most likely will lower the prices. A result of 
new contractors submitting low tenders can also be a consequence of them not having a very few amount of projects 
in their home markets. This could make them forced to get jobs just in order to maintain their financial situation in 
status quo. This of course was denied by the new contractors as they can’t afford losing money on projects and that 
they always see their bids as opportunities for making profit. Still, 10 out of 17 new contractors had origins from Italy 
and Spain. The economic situation of these two countries is according to the European Commission [13] really bad. 
They describe these two countries, together with Greece and Portugal, as the most vulnerable nations in the EU zone, 
regarding their financial situations. That may be a direct result of them searching new markets, because of the low 
activity in their home markets. The authors do think that the clients have to be aware of what kind of challenges low-
priced market could give them. Low prices are in a way positive for the clients, but if the prices are too low and if the 
contractors are not able to make profits based on their tenders, then the contractors could risk getting bankrupt. This 
would not benefit the client at all and both the time and cost aspect of the project could be dramatically increased. 
This is also supported in Zorn and Sackley [14] as the consequences of the supply of goods greatly exceeds the demand 
can be bankruptcy of several actors in the market. This is called a buyer’s market, and even though the Norwegian 
market may not be considered as a buyer’s market yet, continuously low pricing of tenders could turn the market into 
one. A market analysis made by Skaldebø, et al. [15] back in 2011 states that the ongoing financial crisis in the 
European market gives good reason to believe that it is a buyers’ market in Europe right now. 
Regardless of the financial situation in many European markets, the new contractors have chosen specifically to 
enter the Norwegian market when they could have chosen many other markets. The authors have reasons to believe 
that the low activity solely is not a reason for them to come here. Chen and Messner [7]described several factors that 
contractors are looking for when they are entering new markets. Corruption, political and economic stability are 
mentioned as important factors. The Norwegian market do not have a history of corruption in the public sector and is 
ranked as one of the least corrupt nations in the world (Transparency International [16]). Norway do also have the 
world’s largest Sovereign Investment Fund and are therefore considered as one of the richest countries in the world. 
(Sovereign Wealth Fund Institute [17]). The market situation, regardless of the specific types of projects being 
announced, can therefore be considered as very good. The fact that all of the new contractors mentioned these specific 
factors as important when considering their entry in the market supports the statements made by Chen and Messner 
[7]. Combined with the fact that many of the new contractors in Norway have been operating in Switzerland, Germany, 
Austria and Italy where the differences between the Norwegian cultural is rather low, they may prefer the Norwegian 
market compared to others. The climate conditions are also pretty much the same, as they do have snow and minus 
degrees in Italy and Austria as well. According to Öz [6] contractors who are able to adapt quickly to the cultural 
aspect of the home-market do often have a higher possibility for success when establishing themselves.  
The National Transport Plan is according to the authors also a factor for the newcomers entering the market. The 
NTP describes that the clients are going change their contract strategy by announcing more Design-Build and Public 
Private Partnership contracts and also announce several large projects with high complexity such as different fjord 
crossings on the E39-project and the use of TBM on the Follo-Line project. Contractors that have been implementing 
these types of contracts before, have in our opinion, advantages because of their expertise on these areas. It is also 
natural for contractors with a special type of expertise, for example TBM, to search for markets where this kind of 
project implementation is wanted, and for some cross boarders’ operations the long distances is not even an issue 
because of their workers’ mobility. When asking the new contractors what types of contracts that is preferred by them, 
their clear answer is design and build contracts. It is also important to pinpoint the fact that the established contractors, 
and not only the newcomers, also see great opportunities in the NTP and that they tend to compete in all of the tenders 
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that are supposed to be announced. Some of the established contractors like Skanska and NCC do have organizations 
in other parts of the world where they do have expertise on both TBM and complex bridge constructions. As an 
example Skanska Norway used expertise from their sister organization in Poland to build a large bridge in Norway. 
Some of the contract types are new, and the sizes have changed. The client still believe that the established contractors 
have an extreme ability to adapt to changes in the market. The established contractors have also for a longer time been 
demanding more freedom in form of design and build contracts and also larger projects – as long as there are not only 
large projects and not only one type of contract types. Concerning the large established contractors, the authors do 
feel that their complaint about too large contracts is related to the fact that the new contractors have won several 
contracts the last year, as our figure shows. If the winner of all these contracts where established, then we do think 
that the discussion about contract sizes had been otherwise. Nevertheless, in our opinion this will only make the 
established contractors more competitive, as they now are forced to be more effective if they want to compete with 
several of the world’s largest construction firms at their home ground. 
Han, et al. [8] concluded in his paper that one of the most common reasons for bad profit in overseas projects is 
failure in understanding the laws- and regulations and also the fairness of the requirements that are demanded by the 
foreign companies. In our interviews there have not been indicated that the new contractors have had any problems 
with the law- and regulation, and many of them said that these factors were pretty simple to manage. Some new 
contractors, which we did not manage to book interviews with, have had several problems regarding the laws and 
regulations. According to Våre Veger [18]a Spanish contractor got their contract with the client cancelled as they 
failed to follow the demands of law and regulations. The authors do believe that the laws and regulations in the 
Norwegian market are pretty demanding, but also very understandable, as many of the newcomers also said.  
 Carpintero [5]do stress the importance of language differences when contractors enter new markets. According to 
the clients, language is an issue, but not an issue that is not manageable. The new contractor’s opinion is the same, 
although they do think that the outcome of the project could have been much better if they all spoke the same language 
and if the contract were in English.  
Regarding the lack of local knowledge, the authors see that as a big challenge for the newcomers. It also has to be 
said that every man has a price, and several of the new contractors that we have interviewed have managed to recruit 
Norwegian workers in key positions. Many of the now established were once considered as “new contractors” as well, 
and many of them gained the local experience by either establishing JV with local contractors, recruitment or fully 
buying other companies. This factor is therefore a manageable factor, although it can be very challenging. 
The competition on the Norwegian market today is high, too high according to some contractors. The public clients 
think the competition is good in some segments, but they still want more competition on the biggest contracts. The 
most alarming situation seems to be that the communication regarding contract sizes and implementation models, 
between the public clients and the contractors doesn’t seem to be good enough. There are some mismatches between 
the understanding that the public clients seem to have, and what both new and established contractors have. Also in 
the segment below the mega-contracts, between 20 and 70 million dollars, you might see a clear mismatch, not so 
much on competition, but on supply and demand. As the contracts grow bigger fast, the established contractors in this 
segment does not seem to follow. This creates a vacuum that has to be filled, if not, you stand the chance of ruining 
this market. The maximum size of contracts that the established say they are willing to bid on is about 400 million 
euros. Over this sum, the risk is too high, and the economic backbone you depend on do to this projects, they simply 
do not have. This favors the big international contractors off course. There exist, evidently, several ways of meeting 
this development. Joint Ventures and other types of collaboration is one opportunity. We have seen that also the new 
contractors create joint ventures to be able to win the biggest and most complex projects. There are several 
opportunities for the market, but the most important we think is communication between the players in the market.  
Competition on equal terms is a statement that the authors heard a lot during the interviews. This is of course very 
important to the contractors, but also for the clients. The clients’ opportunity to create unequal terms is small, because 
the tender process is strictly regulated through EU-regulations that Norway are committed by through the EEA-
agreement. The tender competitions themselves happens on equal terms, but there is still the question if the laws and 
regulations, regarding labor times, minimum vague and so on is unfair, and creates a competitive advantage for the 
new contractors. Still, the established contractors also have the opportunity to rent cheap laborers from east-European  
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Figure 1. Showing the contract sizes wanted by the contractors compared to the contracts that are being announced today and in the future. 
countries like Poland and Slovakia, and they do this today. What the criticism is about is how can we ensure that we 
have skilled people in Norway, if we don’t have jobs for them anymore. This topic has been in the media for some 
time here in Norway, and the politicians now say that they will look into this, but can we still maintain competition 
on equal terms if Norwegian workers are favored, maybe not. One must also take in to consideration the technological 
development that is taking place in the road and rail sector, it lies a severe cost saving opportunity here that both the 
new and established contractors can benefit from, the public clients will also benefit from this in their projects.  
6. Conclusion 
From the document study and the interviews, it is possible to conclude that there are many opportunities and at the 
same time many challenges of being on the Norwegian market. The challenges that the new contractors are facing is 
primarily not the same as the established are facing. As the Norwegian market is open for any construction firm to 
enter, the opportunities are the same, although some projects may be preferred either the new or the established. A list 
of challenges and opportunities for both the contractors and the clients have been made: 
  Table 4. List of challenges  
Challenges of being on 
the Norwegian market 
As a new contractor As an established contractor As a client 
 Lack of local knowledge 
and/or expertise 
High amount of disputes with the 
client 
High amount of disputes with the contractors 
 Recruitment of 
Norwegian workers 
Low trust between the client and 
the contractor makes cooperation 
difficult 
Low trust between the client and the 
contractor makes cooperation difficult 
 Language barriers Increased competition Facilitate for new contractors and at the same 
time develop the established ones 
 Cultural differences   
 
The opportunities in the Norwegian market are primarily related to the contractors. But as a result of the increased 
competition the clients have the opportunity of getting lower prices for the projects. Another opportunity is getting 
qualified contractors for the project. Unlike the challenges, all of the opportunities have been identified as valid for 
both new and established contractors. Therefore, we do not separate the new and established contractors in our table. 
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       Table 5. List of opportunities 
Opportunities on the 
Norwegian market 
As a contractor As a client 
 Complex projects such as floating 
bridges 
Getting many qualified contractors in the 
tender phase 
 Large projects (over 70M euros) Getting the right price for the project 
 Larger share of DB and PPP-contracts  
 Low political risk  
 Payment guarantees  
 Large amount of projects in NTP  
 
The most important factor in ensuring the competition between new and established contractors is that the contract 
sizes and complexity grows alongside the market, and that it doesn’t outgrow the established market overall. Today’s 
competition is hard, there are many bidders, and the prize pressure is high and the margins are low. This of course 
benefits the public clients that get more for every euro invested, however it is also important to remember that the 
market is supposed to work also in other segments, and when the boom is over, and the situation normalizes, it still 
has to be a market to operate on for the contractors. It seems that even better overall communication between the 
contractors and the clients is crucial to get the most value for the community.  
According to government plans, there will be a sufficient amount of projects for everyone in the future. The 
politicians and the public clients says it will be enough for everybody, both new and established, and in all segments, 
both small projects, and big complex projects. This means that the competitive situation will be like today in many of 
the segments, however to ensure competition it is important that the market is regulated, and that the pubic clients are 
aware of their responsibility to do so. It is up to the public clients to ensure the competition between new and 
established contractors. They have to do this by creating well organized projects, well organized plans, and have an 
overall perspective of not only using the market to get low prices in their projects, but also develop the market, and 
thereby the contractors so that they can be able to meet the competition that lies ahead. The client do also have a 
responsibility for having the expected competence and capacity when announcing a large amount of projects. As the 
projects are getting larger than ever and the contract types are changing from Design-Bid-Build to Design-Build, the 
clients must develop their own organization in order to be ready for the major plans that lies ahead. In being one of 
the most active markets in Europe, this also comes with a responsibility to maintain a well-functioning market, and 
that all involved parties are treated equally, and compete on equal terms. If the plans are executed as promised, it 
should be work for everyone, but the public clients must remember not to move to fast. They must select the right 
procurement and contract models so that the market can keep up, especially the home market, if they are to successfully 
reach their ambitious targets. 
           Table 6. Factors for ensuring healthy competition 
Factors for ensuring a healthy competition in the Norwegian infrastructure market 
Competition must be based on equal 
terms 
Rules and regulations must be adapted for 
international competition 
Sufficient amount of large and mid-
size projects must be announced 
Announce Design Build contracts to 
ensure international competition  
Prepare the established contractors for 
the future projects by not announcing 
a large amount big contracts too fast 
The client must have the expected capacity 
and expertise if they are supposed to 
announce many large design build 
contracts 
 Jan Erik Duvholt et al. /  Energy Procedia  96 ( 2016 )  855 – 867 867
References 
[1] G. Ballard, Y.-W. Kim, R. Azari, S.-K. Cho, Starting from Scratch: A New Project Delivery Paradigm, (2012). 
[2] K. Ghavamifar, A. Touran, Alternative Project Delivery Systems: Applications and Legal Limits in Transportation Projects. , Journal of 
Professional Issues in Engineering Education and Practice, (2008). 
[3] C. Chen, Entry strategies for international construction markets, in, Architectural Engineering, 2005. 
[4] D.A. Gabriel, Internationalization strategies and methods of construction firms–a comparative study between Hong Kong-Chinese and 
Portuguese–European approaches, (2012). 
[5] S. Carpintero, The competitive advantages of the Spanish companies in the international toll road industry, Journal of Civil Engineering and 
Management, 17 (2011) 483-493. 
[6] Ö. Öz, Sources of competitive advantage of Turkish construction companies in international markets, Construction Management & Economics, 
19 (2001) 135-144. 
[7] C. Chen, J.I. Messner, Permanent versus mobile entry decisions in international construction markets: Influence of home country–and firm-
related factors, Journal of Management in Engineering, 27 (2010) 2-12. 
[8] S.H. Han, S.H. Park, D.Y. Kim, H. Kim, Y.W. Kang, Causes of bad profit in overseas construction projects, Journal of construction engineering 
and management, 133 (2007) 932-943. 
[9] M. Diawara, Toward a regional imaginary in Africa, World Bank Literature, (2003) 64. 
[10] F.Y.Y. Ling, L. Hoi, Risks faced by Singapore firms when undertaking construction projects in India, International Journal of Project 
Management, 24 (2006) 261-270. 
[11] B. Blumberg, D.R. Cooper, P.S. Schindler, Business Research Methods, McGraw-Hill Education, Berkshire, 2011. 
[12] R.K. Yin, Case study research: Design and methods, Sage publications, 2013. 
[13] European Commission, Market Reforms at Work in Italy, Spain, Portugal and Greece, in, European Commission, European Economy 5, 2014. 
[14] T.S. Zorn, W.H. Sackley, Buyers' and sellers' markets: A simple rational expectations search model of the housing market, The Journal of Real 
Estate Finance and Economics, 4 (1991) 315-325. 
[15] H.O. Skaldebø, M. Aagard, E. Reigstad, Marketing survey in preparation for the contract strategy on the Follo-line Project., (2011). 
[16] Transparency International, Corruption Perceptions Index, in, 2015. 
[17] Sovereign Wealth Fund Institute, Tracking the activity of Sovereign Wealth Funds, Pension and other Public Funds, in, 
www.swfininstitute.org, 2015. 
[18] Våre Veger, Spanish contractor fired, in, www.vareveger.no, 2015. 
 
